
2019 Deloitte Renewable 
Energy Seminar
Powering a bright future 

Let’s recap

2019 DELOITTE RENEWABLE ENERGY SEMINAR • • • • • • • • • CONCLUDING PERSPECTIVESOPENING ADDRESS



• • • • • • • • •

Contents

Click on session titles to go to the highlights.

Opening address

A new era of corporate renewable energy engagement

A flexible path in a changing market 

The role of renewable energy in resiliency 

Global renewable energy perspective

Impact of renewable energy on the future of real estate

A corporate perspective on global renewable energy

Technology innovation

Corporate power purchase agreements

Concluding perspectives

Blurring the lines: Creating the clean energy future

2019 DELOITTE RENEWABLE ENERGY SEMINAR CONCLUDING PERSPECTIVESOPENING ADDRESS



• • • • • • • • •2019 DELOITTE RENEWABLE ENERGY SEMINAR CONCLUDING PERSPECTIVESOPENING ADDRESS

Click on the video link above to watch some opening 
remarks from Marlene Motyka.
Marlene Motyka 
US & Global Renewable Energy Leader, Principal, 
Deloitte Transactions and Business Analytics LLP

https://youtu.be/WXPO2wWqG8s


The 2019 Deloitte Renewable Energy Seminar took place in Dallas, Texas, October 2–4, 2019, and 
explored the theme of renewables, “Powering a bright future.” Leaders from energy service providers, 
utilities, associations, think tanks, and nongovernmental organizations, as well as executives from 
the manufacturing, finance, and technology sectors, shared their perspectives on the drivers and 
opportunities in the global transition to a renewables-dominated future. 

Marlene Motyka, US and Global Renewable Energy leader and principal, Deloitte Transactions and 
Business Analytics LLP, kicked off Deloitte’s 12th Renewable Energy Seminar by noting the record 
attendance and highlighting that Dallas, as the host city, had just signed a contract to power all 
municipal buildings with wind and solar, showing that the “Big D” also now stands for Decarbonization. 

She described the growing momentum for renewables, with 130 US cities and seven states 
now committed to going 100 percent renewable, not to mention the 203 companies that have 
committed to going renewable through the RE100 pledge and the 40 utilities with renewable and/
or decarbonization goals. These trends seem to be just the tip of the iceberg, as shown in a Deloitte 
study on 100 percent renewables unveiled at the conference. But new policy, technology, and 
procurement strategies and tools would be needed to complete the transition. 

Ms. Motyka concluded with some records that solar and wind power achieved this year in terms of 
electric generation, capacity installations, and corporate procurement. She also noted record-low 
prices in newer key technologies: offshore wind and battery storage. This retrospective provides an 
overview of the memorable insights from the event, along with links to other seminar materials.

Opening address

“Today’s 100 percent goals are just  
the tip of the iceberg.” 
Marlene Motyka, US and Global Renewable Energy Leader, Principal,  
Deloitte Transactions and Business Analytics LLP
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https://www2.deloitte.com/us/en/insights/industry/power-and-utilities/organizational-energy-use-100-percent-renewables.html
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Click on the video link above to watch some insights 
from the seminar from Scott Smith.
Scott Smith 
Vice Chairman, US Power & Utilities Leader, Partner, 
Deloitte & Touche LLP

https://youtu.be/qqiJomQgmDw


A flexible path in a changing market 

Moderator: Scott Smith, vice chairman, US Power & Utilities leader, partner, Deloitte & Touche LLP
Speaker: Cris Eugster, COO, CPS Energy

Scott Smith reminded us that the United States is undergoing an energy transformation on par with 
the rest of the world, or perhaps even more transformative. It’s just being led primarily by states, cities, 
and the private sector. For example, states continue to boost their renewable portfolio standards, 
and Hawaii is leading the way with its 100 percent renewables by 2045 target. The innovation is 
breathtaking, and utilities like CPS Energy are leading the way.

Cris Eugster shared how CPS Energy uses its wind and solar resources to complement each other 
and provide consistent capacity no matter the weather. He also explained how high the stakes are 
with volatile electricity pricing in the Electric Reliability Council of Texas market—and how CPS deploys 
flexible resources like demand response to keep the lights on and keep prices low for its customers. 
CPS Energy’s goal is to be flexible and leverage traditional and renewable energy to become carbon-
neutral. Partnering with companies like Google and Honeywell for energy management hardware and 
software, CPS uses demand response as a virtual plant to help shave peak electricity demand and 
reduce the need for new capacity.

“We’re looking to … be more dynamic—adding 
renewables, adding energy storage, maintaining 
our plants, bringing demand response into the 
equation—on more of a flexible path than a 
traditional 40-year planning process.” 
Cris Eugster, COO, CPS Energy
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Global renewable energy perspective 

Investment in renewables is booming. Bloomberg New Energy Finance (BNEF) has counted more than 
$2.5 trillion in new capital invested in the clean energy sector over the past 15 years, and more than 
$300 billion per year over the past five years. At the same time, unit costs are falling, so the build is 
increasing even if investment remains flat. Meanwhile, prices are falling. BNEF anticipates that solar 
module prices will continue to decrease as the value chain optimizes. Batteries are showing the same 
scale-up in manufacturing, economies of scale, and added capacity as solar, with battery pack prices 
falling from $1,160/kWh in 2010 to $176/kWh today. The bottom line is that we’re now seeing renewables 
that are truly cost-competitive without subsidies vis-à-vis their fossil rivals.

The US story follows the global one in some respects and differs in others. Electricity demand has 
not been growing in the United States overall, so the key driver could be the competition with, and 
replacement of, fossil fuel assets with cleaner ones. Solar-plus-storage is also becoming cost-competitive. 
BNEF anticipates that five to six years from now, on an unsubsidized basis, PV-plus-storage will be 
more cost-competitive in the United States than a typical natural gas plant in terms of new build. 2020 
could be a record year for total renewable installations. Key tax credits are phasing out, and there is 
a lot of scrambling to get projects underway before key deadlines. Offshore wind had a particularly 
interesting year, thanks to clarity about the permitting process and support from the Bureau of Ocean 
Energy Management. Large overseas players have arrived in the United States and seem serious about 
building on the East Coast. State mandates and utility and corporate commitments will likely ensure that 
renewables’ share of the pie continues to grow, while distributed energy could eat into demand from the 
grid, squeezing what can be provided from fossil fuel generation. 

“We are now in a new era of competition  
and complication.” 
Ethan Zindler, Head of Americas, Bloomberg New Energy Finance

Moderator: Isabelle Bordas, partner, Deloitte & Touche LLP
Speaker: Ethan Zindler, Head of Americas, Bloomberg New Energy Finance
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A corporate perspective on global  
renewable energy

Corporate procurement of renewables is growing quickly. It is currently dominated by the Americas, 
but other regions of the world are catching up. Alex Perera explained how conversations on 
renewables have shifted from “how do we do this and pay the premium” to “how can we leverage this 
as a strategic advantage.” He is also seeing a push to decarbonize entire supply chains, bringing a new 
set of companies into the 100 percent renewable movement. The most exciting growth in corporate 
renewables is expected to come from these new companies outside of the Fortune 100. In the 
absence of ambitious government targets, the moment seems ripe for the private sector to push the 
clean energy transition forward. 

In some international power markets, directly contracted renewables are competitive or less 
expensive than the tariff power provided by utilities, suggesting that the business proposition of going 
renewable might be clearer than ever. Mr. Perera explained that the main impediment to a greater 
takeoff in corporate renewable procurement in these markets is typically that they often provide either 
a cost-effective contract, the scale of energy needed, or a credible transaction, but rarely all three.

“Now we have this alignment between corporate 
strategy to reduce and manage costs and 
supporting renewable energy.”
Alex Perera, Deputy Director, Global Energy Program, World Resources Institute

Moderator: Grayson Heffner, specialist leader, Deloitte Consulting LLP
Speaker: Alex Perera, Deputy Director, Global Energy Program, World Resources Institute
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Click on the video link above to watch some insights 
from the seminar from Keith Adams. 
Keith Adams 
Principal, Deloitte  
Transactions and Business Analytics LLP

https://youtu.be/71zTw8EcygI


Corporate power purchase agreements

The conversation started with a discussion on what is motivating customers to enter into power 
purchase agreements (PPAs). Panelists agreed carbon reduction targets and cost savings remain the 
primary drivers, but differing customer profiles result in customers favoring an on-site versus an off-
site/virtual PPA. John Rosenburg noted that on-site PPAs require scale and significant energy demand 
to be cost-efficient. This makes on-site PPAs well suited to large manufacturing facilities. Jereme Kent 
detailed that on-site PPAs also address the question of off-taker credit differently than off-site/virtual 
PPAs. On-site PPAs evaluate if other neighboring sources of large power demand could accept the on-
site power supply in the event of off-taker default.

Off-site/virtual PPAs are a better option for corporations and other off-takers who do not have 
concentrated pockets of energy demand. Multiple off-takers can be included in a single PPA, and the 
credit ratings of these off-takers drives the pricing of the PPA. Bill Gulley explained that to expand the 
pool of off-takers eligible for competitive PPA pricing, weighted average credit ratings are calculated 
for the full pool of off-takers. Typically, the weighted average credit rating is at least an A. Ally Charlton 
explained PPA contract lengths have been decreasing over time, from 20 to 15 to 12 to now even 10 
years. Historically, off-takers have wanted shorter contracts while developers have wanted longer 
ones, but today some developers are willing to enter into shorter contracts and accept the merchant 
risk that exists after the PPA expires.

“It’s truly giving customers control back to say, ‘I’m 
in charge of my generation. I worked the deal I 
want. I have the long-term pricing and structure 
that I want.” It creates a unique opportunity for 
customers to lead a new iteration of the power 
grid that we think is the future.”
Jereme Kent, CEO, General Manager, One Energy

Moderator: Keith Adams, principal, Deloitte Transactions and Business Analytics LLP
Speakers: Ally Charlton, Cleantech Client Manager, Schneider Electric Energy & Sustainability Services
Bill Gulley, CFO, Executive Vice President, Structured Finance, BayWa r.e. Renewable Energy
Jereme Kent, CEO, General Manager, One Energy 
John F. Rosenburg, Senior Real Estate Manager, Global Real Estate, Whirlpool Corporation
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Click on the video link above to watch some insights 
from the seminar from Allison Taylor.
Allison Taylor 
Partner, Deloitte & Touche LLP

https://youtu.be/ticEEAzZVSM


Blurring the lines:  
Creating the clean energy future

Aaron Berndt explained how Google is stitching together its renewable procurement, devices and 
services, and energy partnerships, as well as Google Assistant and the connected home, to advance 
clean energy. In line with Google’s overarching mission, the Google Nest product’s mission is to 
create a helpful home that takes care of the people inside it and the world around it. Mr. Berndt 
argued that combining products that customers want with utility incentives can drive a lot of 
momentum and scale. In addition to energy savings, Nest can run energy services on the devices, 
such as demand response.

Another key focus area for Nest is the customer experience and relationship with utilities. With 
the demographic shift to Generation Z—the largest ever—companies will need to meet the 
expectations of the first digital natives, who expect their data to be used to customize and 
personalize services. Voice technology is a new way that customers are engaging with technology, 
and its usage is growing faster than social media usage, providing a big opportunity for utilities to 
rethink their customer engagement. 

“Google’s big vision is to enroll millions of digital 
devices out there with utilities (and) flexible  
smart response programs to further advance 
clean energy.”
Aaron Berndt, Head of Central Region Energy Partnerships, Google

Moderator: Allison Taylor, partner, Deloitte & Touche LLP
Speaker: Aaron Berndt, Head of Central Region Energy Partnerships, Google
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A new era of corporate renewable  
energy engagement

Robert Gaudette shared how NRG has recently pivoted toward customers by strengthening its carbon 
reduction commitment and developing more targeted products to meet customers’ needs. First, it 
changed its carbon footprint goals to align with a 1.5-degree climate change scenario rather than the 
2.0-degree scenario it had originally aligned with. Why? Because NRG saw that—from its customers 
and employees to communities and shareholders—people wanted it to make that turn. “It’s the right 
thing to do and ultimately creates more value,” said Mr. Gaudette.

In addition, Mr. Gaudette related how NRG invested in its customers by questioning everything it does 
and how to get things done. This process led to a new renewable procurement product for medium-
sized business customers, RE Select. In the past, corporate power purchase agreements (PPAs) were 
mainly for large customers with large energy teams to negotiate and manage them. But NRG figured 
out how to use a portfolio of PPAs to build products for small- and medium-sized C&I customers. NRG 
asked those customers what they need in terms of capacity, carbon goals, and other criteria—and 
then name their price. Products like this can help expand the market for wind and solar power by 
attracting more companies.

“We need to get to know our customers, we  
need to understand what they need, and then 
we craft products and services around that.”
Robert Gaudette, Senior Vice President, NRG Business Solutions

Moderator: Michael Prokop, managing director, Deloitte & Touche LLP
Speaker: Robert Gaudette, Senior Vice President, NRG Business Solutions
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The role of renewable energy in resiliency 

The role of renewable energy in resiliency sparked a lively panel discussion. Scott Aaronson defined 
resiliency as: “Don’t put all your eggs in one basket.” He distinguished resiliency, which refers to 
operations under abnormal conditions, from reliability, which refers to operations under normal 
conditions. His bottom line was that utilities are best positioned to provide the redundancy that is 
key to resilience by integrating the renewables helping to create redundancy. Meghan Nutting argued 
it was time to creatively rethink electric systems and challenge the traditional model. A bottom-up 
approach that builds on small units, like microgrids, running on renewables can provide redundancy 
and minimize points of failure in transmission and distribution. 

Both speakers agreed that technology is enabling resiliency but also creating new vulnerabilities that 
companies must address. They also agreed that investment in resilience and renewables has become 
a best business practice in the context of climate change and cyberattacks. 

“Our energy system is more than just the  
grid. When we talk about resilience, it makes 
sense to start from the smallest unit and  
build from there.”
Meghan Nutting, Executive Vice President, Policy and Communications, Sunnova 
Energy Corporation

Moderator: Dale Jekov, partner, Deloitte & Touche LLP
Speakers: Scott Aaronson, Vice President, Security and Preparedness, Edison Electric Institute (EEI)
Meghan Nutting, Executive Vice President, Policy and Communications, Sunnova Energy Corporation

• • • • • • • • •2019 DELOITTE RENEWABLE ENERGY SEMINAR CONCLUDING PERSPECTIVESOPENING ADDRESS



• • • • • • • • •2019 DELOITTE RENEWABLE ENERGY SEMINAR CONCLUDING PERSPECTIVESOPENING ADDRESS

Click on the video link above to watch some insights 
from the seminar from Todd Samson.
Todd Samson 
Partner, Deloitte Tax LLP

https://youtu.be/jyJHJ5pAXEA


Impact of renewable energy on the  
future of real estate

The panel started with a discussion of how urbanization has resulted in a coalition of city leaders, 
nonprofits, and citizens who are all demanding the increased integration of renewables into 
urban and real estate planning. Lisa Brown detailed how renewable energy conversations with 
municipalities have evolved over the past few years. Previously the conversation began with “we 
need to save money,” but today the conversation begins with “we need a microgrid.” However, factors 
such as a lack of technical expertise to validate plans, fear of being a first mover, and identification of 
the right partners are hindering the incorporation of more renewables into municipal and other real 
estate portfolios. 

Benoy Thanjan and Susan Nickey also discussed other opportunities they are seeing, which include 
community solar, local opportunity zones, and new investors (international and pension funds) 
entering the market. The panel ended by discussing how important it is to educate international 
investors that US renewable energy policy is typically driven at the state and local level as opposed 
to nationally.

“Cities are asking, ‘What can I do with [a data  
set from renewables] to create new revenue 
streams to be able to invest in new technologies 
and make more people come to my city?”
Lisa Brown, Senior National Director, Municipal Infrastructure & Smart Cities, 
Johnson Controls

Moderator: Todd Samson, partner, Deloitte Tax LLP
Speakers: Lisa Brown, Senior National Director, Municipal Infrastructure & Smart Cities, Johnson Controls
Susan Nickey, Managing Director, Hannon Armstrong 
Benoy Thanjan, Founder, CEO, Reneu Energy, LLC
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Technology innovation

Panelists described how their platforms are leveraging technology to enable the clean energy 
transition in a customer-friendly way. Elise Benoit posited that consumer demand, grid demand, and 
policies have aligned to support the deployment of EVs. Enel X’s smart chargers can help customers 
reduce the carbon intensity of their driving, save money, and increase convenience. For example, 
customers can ask Alexa to start or stop charging. Dave Halligan explained how Datawatt allows 
anyone to invest in renewable projects around the world, be it for financial or sustainability purposes. 
The platform is especially appealing to younger generations. Claudia Becerril provided examples of 
how Wärtsilä’s smart algorithms can optimize dispatches from batteries and renewables to maximize 
system benefits and revenue and avoid curtailment.

Challenges to the growth of these platforms include security and privacy regulations, awareness 
and comfort with the platform, and market structures that don’t yet provide the right incentives. For 
example, capacity markets are key to capturing the full value of battery storage.

“People are now more used to the concept of 
distributed resources in general and the fact  
that they can be managed and optimized.”
Elise Benoit, Vice President, Marketing, Enel X

Moderator: Marlene Motyka, US and Global Renewable Energy leader,  
principal, Deloitte Transactions and Business Analytics LLP 
Speakers: Claudia Becerril, Business Development, Wärtsilä
Elise Benoit, Vice President, Marketing, Enel X
Dave Halligan, Co-founder, Datawatt Energy
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After thanking all the speakers for sharing their thoughts and providing new perspectives and insights 
over the two days, Marlene shared some information that resonated with her:

• Wind and solar resources complement each other and really can provide consistent capacity.

• We have entered a new era as energy resources are increasingly competing, interacting, and 
integrating with each other.

• Countries are working with global corporations to meet their carbon reduction and renewable 
energy goals by helping companies build on-site generation, sign PPAs, or purchase renewables 
through green tariffs.

• Technology companies are working with utilities and using smart thermostats combined with 
demand response programs to enable homeowners to more actively control their energy use  
and access more renewables.

• Smaller C&I companies in ERCOT can now access PPAs and renewable procurement options that 
were previously accessible only to larger organizations.

• Resiliency includes preparation, redundancy, and the ability to respond and recover from 
outages—and there are different viewpoints on how to achieve it.

• Real estate can also be key to meeting decarbonization goals, and corporations and municipalities 
are using renewable energy in addition to energy efficiency as part of the solution.

• And finally, climate change and sustainability are driving innovative solutions in many different 
areas, such as EV charging, renewable energy financing, and storage and software technologies. 

We look forward to continuing the dialogue next year.

Concluding perspectives

Subscribe to our distribution list to receive updates about 
what interests you at www.deloitte.com/us/subscriptions

Access industry articles, webcasts, podcasts, research, and  
other materials at www.deloitte.com/us/renewableenergy 

“Renewables are being used by corporations  
and municipalities as part of the solution 
alongside energy efficiency.”
Marlene Motyka, US and Global Renewable Energy leader, principal, Deloitte 
Transactions and Business Analytics LLP
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This publication contains general information only and is based on the experiences and research of Deloitte practitioners. Deloitte is not, by means of this publication, 
rendering business, financial, investment, or other professional advice or services. This publication is not a substitute for such professional advice or services, nor 
should it be used as a basis for any decision or action that may affect your business. Before making any decision or taking any action that may affect your business,  
you should consult a qualified professional adviser. Deloitte shall not be responsible for any loss sustained by any person who relies on this publication.

www.deloitte.com/us/renewableenergy

 @Deloitte4Energy
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